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人　　物 場面・内容（国内） 感　情 方　　略 結　　果 原　　因
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CS13 中国人専任職員
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Cases of Assertiveness and Conflict in Cross-Cultural Communication: 
An Analysis and Suggestions from Relevant Sources
SONODA Tomoko
　 This paper is intended to explain the conflict trends or misunderstanding that occur when 
Japanese speakers communicate with people of different cultural backgrounds.
In order to examine cases of cross-cultural conflict, Ｉ have conducted ａ literature review and an 
analysis to identify cases of cross-cultural communication conflicts between Japanese and non-
Japanese speakers.
　 The data was analyzed and categorized by setting each indicator as follows: relationship 
between individuals, context/situation, and resolution strategy.  As ａ result of this analysis, it 
was found that an extremely limited amount of topic-related data is currently available in Japan. 
Until now, the only contexts that have been investigated are limited to cases that have occurred 
in the areas of business and volunteering, where interaction between Japanese and non-Japanese 
takes place.
　 As a resolution strategy, Ｉ have found that there is a tendency for an “indirect and 
unidirectional strategy,” (source) leading to an approach of either “escape” or “concession.” 
Consequently, as a result of not choosing a two-way negotiation strategy, it is not possible to 
reach a conflict resolution in many cases.  Therefore, the importance of negotiating on both sides 
is suggested.
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